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A researcher at Centocor prepares a monoclonal antibody assay. Many of Cento-
cor's products are based on research done in universities that the company then
develops for the marketplace.

the project is brought into the company, where Centocor's own staff
develops the product, performs any clinical tests needed to have it
approved in world markets, establishes the market for the product, and
introduces it for commercial sale. According to Schoemaker, the com-
pany can usually ready a monoclonal antibody blood test for sale
within four to six years of the antibody's development. "In our first six
products the critical raw material, the antibody, was developed within
a university, licensed, and brought into the company, the product was
developed, and we now are delighted to pay royalties to these institu-
tions," says Schoemaker.

After Centocor has developed and introduced a product, the company
often licenses it to pharmaceutical companies to supply a raw material
like an antibody or lell an end product like a blood test. In this way,
Centocor can take advantage of the unused capacity of existing
production and distribution systems without having to overextend its
own. The company has tried to stay away from exclusive arrangements
with its partners, preferring to rely on territorial rights or a particular
product format. "This goes a little against the culture of the health care
industry, which likes worldwide and exclusive rights, but we believe